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As a handy reference guide for its readers, BOOT & SHOE 
RECORDER is pleased to publish this comprehensive listing of 
the most important editorial contents to appear in B&SR during 
1971. Most monthly columns are listed separately by name. Ma- 
jor feature stories are listed by major theme and are cross-refer- 


enced by major points of the story. For instance, a Shoe School 
article that deals with employee theft would be found under 
“Crime,” “Employees” and “Management.” Following each list- 
ing is the month of publication and the page number. Retain 
this index for use throughout the year. 








mw ACCESSORIES 


Breeching The Heights Of Male Fashion 
Mar:63 

The Spotlight Once Again Is On The Leg 
July:31 

Wool-Cotton-Nylon Socks Best For Keeping 
Feet Dry Oct:5 


@ ADVERTISING 

Carefully Plan Your Opening Jan:44 

Design Stopper Headlines Jan:44 

TV Audience Siump Creates Problem For 
Advertisers Feb:12 

Get Ready, Get Set, Celebrate Mar:66 

Junk Mail Creates Diversity Of Opinion 
July:27 

Don't Get Caught With Profits Down July:32 

How Much To Spend On Advertising Sept:43 

Brand Names Foundation To ‘‘Advertise Ad- 
vertising” Dec:9 

Build And Promote Your Image Dec:19 


@ BIRTH OF A BRAND 
Shenanigans Jan:45 
Texas Brand Boots Feb:37 
Herbert Levine Mar:70 
Flips Apr:38 

Gustave May:38 
Jacqueline Connie June:45 
Cole-Haan July:34 

Evins Aug:44 

Moxees Sept:83 
Impressions Oct:38 
Howard Fox Nov:28 
Johnsonian Dec:29 


@ B&SR PANEL 

How Should Employees Dress? Jan:31 

Imports: Where Do We Go From Here? 
Apr:31 

How Does Crime Affect Retailing? July:15 

How Does Item Merchandising Affect Shoe- 
men? Sept:32 


@ BOOTS 

Fancy Boot Work Feb:18 

Weatherwise Feb:23 

... And Protective To Boot Feb:24 

Shoe Retailers Find New Answers To Boot 
Display Problem Mar:11 

Canvas Boot Look Premieres In St. Louis 
Mar:15 

The Boot Beat... . Mar:51 

Breeching The Heights Of Male Fashion 
Mar:63 

Round-Up Aug:31 


Cowboy/Western Boots Riding High In Popu- 


larity Aug:32 
Catch The New Boot Magic Sept:48 


@ BOUTIQUES 

“Do Your Own Thing” Is Boutique Motto 
Jan:12 

Breeching The Heights Of Male Fashion 
Mar:63 

Wolverine Leases Cave In Miami Beach Bou- 
tique Apr:15 

Take A Look At In-Store Shoe Boutiques 
July:23 


@ BRAND NAMES 
Sales Hurt Brand Images July:28 


@ BUYING 

Buying Plans Follow Fashion Circa 1971 
Aug:38 

How Does Item Merchandising Affect Shoe- 
men? Sept:32 

Checklist For New Merchandise Sept:42 

Retailer Takes Pix Of Shoes He Buys Dec:9 


@ CAPITOL HILL 

A New Way To View Shoe Quotas Jan:4 

Keep Your Eyes Open For VAT Feb:33 

Stores And Consumers Spending More 
Mar:8 

Safe “Demand” For Price, Wage Controls 
Apr:12 

The Computer As Electronic Snooper May:8 

Pension Plans Under Study In Congress 
June:8 

How Politics Will Affect Import Quotas 
July:13 

Tough New Safety Rules Are Now Law 
Aug:18 

The Real Story Behind Italy's Trade Re- 
straint Sept:28 

After Nov. 12 Controls Will Be “Voluntary” 
Oct:14 

Youth Wave, Market Nears Its Crest Nov:8 

How Nixon Will Use Controls Dec:10 


January 1972 


@ CASUALS 
Is The Past Prologue For Casuals? June:16 
Three New Casual Shoe Categories July:30 


@ CHILDREN’S FASHIONS 

Sportive Casuals For Young Pace Setters 
Jan:40 

Focus On Children’s Shoe Retailing Jan:41 

... And Protective To Boot Feb:24 

Inside View Of Shoe Retailing Feb:29 

Fall Footwear Beats . . . Mar:48 

The Suede Brigade Mar:50 

The Boot Beat... Mar:51 

Promising Footwear Projections Mar:52 

Fall Fashion Format Mar:56 

Fall '71 Semester Rated G Apr:26 

Catch 9-12: The Forgotten Little Girl Apr:28 

For The Fun Of It May:21 

Here's Spring With Colors To Match May:30 

Great Expectations Reviewed June:19 

No Second Guesses Needed June:24 

On Track Bets July:22 

The Spotlight Once Again Is On The Leg 
July:31 

Cowboy/Western Boots Riding High In Popu- 
larity Aug:32 

Buying Plans Follow Fashion Circa 1971 
Aug:38 

Spring '72 Coolers For The Growing Genera- 
tion Sept:62 

The New Oxford Movement For The Growing 
Generation Sept:63 

Dress Shoes Parade On Sept:64 

Variations On The Strap Theme Sept:65 

Casual Approach To Casuals Sept:66 

Spring '72: The Season To Be Classic 
Sept:70 

Sneak-er Preview Of Canvas Casuals Oct:20 

Communication Helps Close Fashion Gap 
Oct:32 

Casuals For The Sporting Life Nov:18 

New Colors Are Harbinger Of Fall '72 Nov:23 

Best Sellers Booked For Spring '72 Dec:18 

Fashion Phase Out, Phase In Dec:23 


@ COMPUTERS 

The Computer As Electronic Snooper May:8 

The Million Dollar System May:31 _ 

Computer Takes Guess Out Of Retailing 
Oct:12 


mw CONSUMERISM 

Stores And Consumers Spending More 
Mar:8 

Consumerism: Let The Seller Beware Nov:9 


@ CRIME 

Dogs Taking Over After Employees Leave 
Jan:16 

Robbers Take Shoes, Leave Money, Valu- 
ables Jan:16 

How Does Crime Affect Retailing? July:15 

“They're Robbing Us Blind!”’ July:38 

Up, Up And Away To Be Wrapped Aug:12 

Shoeman Finds Rioters Seek Quality Foot- 
wear Aug:17 

Be A Guest, Not A Victim, In Hotels Aug:41 

Plug Profit Drains Nov:20 

Study Indicates Shoplifting Seasons Dec:7 


mw CUSTOMER RELATIONS ; 

Customer Relations Handbook Now Avail- 
able Mar:11 

What To Do When It’s Out Of Stock Apr:30 

How Familiar Can You Get? Aug:40 

Where Are Your Old Customers? Oct:36 

Consumerism: Let The Seller Beware Nov:9 


@ CUSTOMER SERVICE 

An Old Business In The New South Feb:14 
Sell Customers Shoe Care Mar:66 

How To Combat Higher Prices May:18 

Let's Keep It A Secret May:40 

Where Are Your Old Customers? Oct:36 
Consumerism: Let The Seller Beware Nov:9 
Keep Yourself Out Of Hot Water Dec:24 


@ DECOR 

Retail Store Uses AstroTurf Carpeting Jan:12 

Two Salesmen’'s Carpentry Hobby Really 
Helps Jan:12 

Everything You Always Wanted To Know 
About Architects But Were Afraid To Ask 
. . . Mar:57 

Wolverine Leases Cave In Miami Beach Bou- 
tique Apr:15 

When You've Got It—Flaunt It With Displays 
May:16 

Make First Impressions Count May:36 

Utilize Your Space More Efficiently June:17 

Take A Look At In-Store Shoe Boutiques 
July:23 

Foot Shaped Rugs Draw Customer Attention 


July:27 
Up, Up And Away To Be Wrapped Aug:12 
The Floor Is For Displays Aug:42 
Modernization Increases Sales—Part 1 
Sept:76 
Modernization Increases Sales—Part 2 


ict: 
Shoe Barn Woos Customers With Old And 
New Dec:12 
Getting More For Frank More Dec:13 


@ DIRECT MAIL 

Cost And Profit Guide For Direct Mail Pro- 
grams Jan:12 

Junk Mail Creates Diversity Of Opinion 
July:27 

How Much To Spend On Advertising Sept:43 


@ DISPLAYS 

Shoe Retailers Find New Answers To Boot 
Display Problem Mar:11 

New Light From History Mar:15 

Use New Dispiay Prop Ideas Mar:66 

Study Evaluates Point-Of-Sale Aids Apr:14 

Wolverine Leases Cave In Miami Beach Bou- 
tique Apr:15 

When You've Got It—Flaunt It With Displays 
May:16 

Make First Impressions Count May:36 

Take A Look At In-Store Shoe Boutiques 
July:23 

The Floor Is For Displays Aug:42 

Checklist For New Merchandise Sept:42 

Modernization Increases Sales—Part 2 
Oct:34 

Shoe Barn Woos Customers With Old And 
New Dec:12 

Getting More For Frank More Dec:13 

Increase Window Effectiveness Dec:24 


@ DOLLARS & SENSE 

Plan Ahead For Equipment Depreciation 
Jan:26 

Manage Your Money For Profit Feb:34 

The Twelve Cardinal Sins Of Selling Mar:62 

What To Do When It's Out Of Stock Apr:30 

How To Combat Higher Prices May:18 

Utilize Your Space More Efficiently June:17 

Don't Get Caught With Profits Down July:32 

20 Reasons, And Cures, For Markdown 
Aug:19 

Modernization Increases Sales—Part 1 
Sept:76 

Modernization Increases Sales—Part 2 
Oct:34 

Plug Profit Drains Nov:20 

Build And Promote Your Image Dec:19 


@ ECONOMICS 

A New Way To View Shoe Quotas Jan:4 

Plan Ahead For Equipment Depreciation 
Jan:26 

Keep Your Eyes Open For VAT Feb:33 

Stores And Consumers Spending More 
Mar:8 

Survey Shows Family Sales Target Group 
Mar:11 

Positive Thinking For Positive Selling Mar:74 

Safe ‘‘Demand”" For Price, Wage Controls 
Apr:12 

Imports: Where Do We Go From Here? 
Apr:31 

Business Tax Guide For Sale By IRS May:15 

How To Combat Higher Prices May:18 

Let's Keep It A Secret May:40 

How Politics Will Affect Import Quotas 
July:13 

1970 Business Failures At Three-Year High 
Sept:10 

Post-Vietnam Economy May Require In- 
creased Taxes Sept:27 

Teen Girls Spend More On More Kinds Of 
Clothes Oct:5 

After Nov. 12 Controls Will Be “Voluntary” 
Oct:14 

Nixonomics, Imports & You Oct:15 

How Nixon Will Use Controls Dec:10 

Nixonomics: Phase II Stirs Little Interest 
Dec:11 

Where Have All The Cobblers Gone? Dec:27 


@ EMPLOYEES 

Shoe Saleswomen Wearing Pantsuits Jan:12 

Up With Women: The Changing Sex Of Foot- 
wear Jan:28 

How Should Employees Dress? Jan:31 

Take Care Of Employee Complaints Feb:36 

Many Denver Stores Set Apparel Guidelines 
For Sales Personnel Mar:13 

The Twelve Cardinal Sins Of Selling Mar:62 
Cardinal Sins Of Selling Mar:62 

Positive Thinking For Positive Selling Mar:74 

Has The Four-Day Work Week A Future In 


Footwear? Apr:17 

New Problems Ahead For Personnel Depart- 
ments May:14 

The Shoe Traveler: Man In The Middle 
May:22 

Let’s Keep It A Secret May:40 

Pension Plans Under Study In Congress 
June:8 

Don't Get Caught With Profits Down July:32 

How Familiar Can You Get? Aug:40 

Reduce Management Waste Aug:40 

Build And Promote Your Image Dec:19 

Where Have All The Cobblers Gone? Dec:27 


@ FITTING 

Shoe Climate: The Answer To Shoe Comfort 
Feb:35 

Shoe Retailer Specializes In Boots That Fit 
July:27 


@ FOOTWEAR INDUSTRY PROFILE 

Up With Women: The Changing Sex Of Foot- 
wear Jan:28 

Has The Four-Day Work Week A Future In 
Footwear? Apr:17 

The Shoe Traveler: Man In The Middle 
May:14 

Requiem For A Giant June:50 

Why The Footwear Lobby Fails Oct:21 

Consumerism: Let The Seller Beware Nov:9 

Where Have All The Cobblers Gone? Dec:27 


@ GOLF SHOES 

Waterproof Golf Shoes Score For Two Retail- 
ers Aug:34 

Off The Ladies Tee Nov:15 


@ IMPORTS 

A New Way To View Shoe Quotas Jan:4 

Stand Up And Be Counted Jan:36 

Tiger By The Tail Feb:40 

Imports: Where Do We Go From Here? 
Apr:31 

Survey Probes Affect Of Imports On Small 
Business May:15 

How Politics Will Affect Import Quotas 
July:13 

50% Of Independents Oppose Trade Re- 
straints July:27 

Finnish Footwear On The Move Aug:35 

Independents Show Growing Concern Over 
Imports Sept:10 

The Real Story Behind Italy's Trade Re- 
straint Sept:28 

After Nov. 12 Controls Will Be “Voluntary”’ 

Oct:14 

Nixonomics, Imports & You Oct:15 

Why The Footwear Lobby Fails Oct:21 

Growth Of Italian Shoe Industry Slows 
Oct:35 

A Time For Cooperation Oc¢t;40 

Nixonomics: Phase II Stirs Little Interest 
Dec:11 

Where Have All The Cobblers Gone? Dec:27 

Let's Tell It Like It Is Dec:32 


@ INVENTORY & STOCK CONTROL 

Behind The Scenes: How Strawbridge & Clo- 
thier Organizes Its Stockroom Feb:13 

New IBM Computer Program Apr:14 

What To Do When It's Out Of Stock Apr:30 

20 Reasons, And Cures, For Markdown 
Aug:19 

Computer Takes Guess Out Of Retailing 
Oct:12 


@ ITEM MERCHANDISING 

How Does Item Merchandising Affect Shoe- 
men? Sept:32 

All Eyes On Items Sept:88 


@ LABOR & LABOR RELATIONS 

Up With Women: The Changing Sex Of Foot- 
wear Jan:28 

Stores And Consumers Spending More 
Mar:8 

Safe ‘‘Demand” For Price, Wage Controls 
Apr:12 

Has The Four-Day Work Week A Future In 
Footwear? Apr:17 


@ LEGISLATION 

A New Way To View Shoe Quotas Jan:4 

Court Upholds N.Y. Endangered Species Law 
Jan:16 

Keep Your Eyes Open For VAT Feb:33 

Tiger By The Tail Feb:40 

The Computer ‘As Electronic Snooper May:8 

New Problems Ahead For Personnel Depart- 
ments May:14 
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Commercial Law Manual Published For Lay- 
men May:15 

Newsletter Reports Court Rulings May:15 

Pension Plans Under Study In Congress 
June:8 

How Politics Will Affect Import Quotas 
July:13 

Tough New Safety Rules Are Now Law 
Aug:18 

The Real Story Behind Italy's Trade Re- 
straint Sept:28 

After Nov. 12 Controls Will Be “Voluntary” 
Oct:14 

Nixonomics, Imports & You Oct:15 

Why The Footwear Lobby Fails Oct:21 


@ MANAGEMENT 

Shifts In Population Forecast For 1980 
Jan:12 

Trunk Showings Fading From Retail Scene 
Jan:14 

Plan Ahead For Equipment Depreciation 
Jan:26 

Up With Women: The Changing Sex Of Foot- 
wear Jan:28 

How Should Employees Dress? Jan:31 

Carefully Plan Your Opening Jan:44 

Minority Firms Need Minority Customers 
Feb:10 

Behind The Scenes: How Strawbridge & Clo- 
thier Organizes Its Stockroom Feb:13 

An Old Business In The New South Feb:14 

ning Your Money For Profit Feb:34 

Take Care Of Employee Complaints Feb:36 

Many Denver Stores Set Apparel Guidelines 
For Sales Personnel Mar:13 

Everything You Always Wanted To Know 
About Architects But Were Afraid To Ask 
. . .Mar:57 

The Twelve Cardinal Sins Of Selling Mar:62 

Breeching The Heights Of Male Fashion 
Mar:63 

Window Film Reduces Costs, Lifts Morale 
Mar:71 

Positive Thinking For Positive Selling Mar:74 

Business Gets Involved But Shuns Con- 
troversy Apr:13 

Has The Four-Day Work Week A Future In 
Footwear? Apr:17 

What To Do When It's Out Of Stock Apr:30 

New Problems Ahead For Personnel Depart- 
ments May:14 

Business Tax Guide For Sale By IRS May:15 

Commercial Law Manual Published For Lay- 
men May:15 

Newsletter Reports Court Rulings May:15 

Survey Probes Affect Of Imports On Small 
Business May:15 

How To Combat Higher Prices May:18 

The Shoe Traveler: Man In The Middle 
May:22 

The Million Dollar System May:31 

Make First Impressions Count May:36 

Mine Your Mind To Find Ideas That Pay Off 
May:36 

Let's Keep It A Secret May:40 

Pension Plans Under Study In Congress 
June:8 

Utilize Your Space More Efficiently June:17 

Make Telephone Collections June:20 

How Does Crime Affect Retailing? July:15 

Black Impact On Retail Market Cited July:27 

Census Use Guide Now Available July:27 

50% Of Independents Oppose Trade Re- 
straints July:27 

Don't Get Caught With Profits Down July:32 

“They're Robbing Us Blind!"’ July:38 

Building Boom Could Mean Stepped Up 
Profits Aug:12 

20 Reasons, And Cures, For Markdown 
Aug:19 

Buying Plans Follow Fashion Circa 1971 
Aug:38 

How Familiar Can You Get? Aug:40 

Reduce Management Waste Aug:40 

Putting It Together Aug:48 

Bike Riding President Offers Employees Bike 
Buying Plan Sept:10 

independents Show Growing Concern Over 
Imports Sept:10 

Self-Service Considerations Sept:10 

How Does Item Merchandising Affect Shoe- 
men? Sept:32 

How Much To Spend On Advertising Sept:43 

Modernization Increases Sales—Part 1 
Sept:76€ 

Business Leaders Getting Younger Oct:13 

Modernization Increases Sales—Part 2 
Oct:34 

Where Are Your Old Customers? Oct:36 

A Time For Cooperation Oct:40 

Plug Profit Drains Nov:20 

Put Santa To Work For You Nov:24 

Nixonomics: Phase II Stirs Little Interest 
Dec:11 

Build And Promote Your Image Dec:19 


@ MANUFACTURING 

Soling: The Fashion Function Component 
Jan:17 

Up With Women: The Changing Sex Of Foot- 
wear Jan:28 

First Of The Sole Sewers Feb:30 

The Rise And Decline Of Processes Mar:67 

Has The Four-Day Work Week A Future In 
Footwear? Apr:17 

Soler-System For Bottoming Apr:36 

The Million Dollar System May:31 

SCOA Develops New Line Of Men's Shoes 
July:36 

What's This—A Shoe Factory Opening? 
Aug:17 

Finnish Footwear On The Move Aug:35 

American Joins The “Big Four’’ Aug:43 

50 Years Of Research For Footwear Sept:79 

Why The Footwear Lobby Fails Oct:21 

High Frequency: Radio Wave Of The Future? 
Oct:27 


Consumerism: Let The Seller Reware Nov:9 
Standardized Lasts For Fit And Fashion 


Nov:27 
Where Have Ali The Cobblers Gone? Dec:27 
Let's Tell It Like It Is Dec:32 
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@ MARKETING 

Shifts In Population Forecast For 1980 
Jan:12 

Today's Camping Family Needs Less Foot- 
wear Jan:12 

Minority Firms Need Minority Customers 
Feb:10 

New Book Analyzes Youth Market Feb:10 

An Old Business In The New South Feb:14 

Survey Shows Family Sales Target Group 
Mar:11 

Pantsuits Mean New Service Shoe Look 
Apr:13 

Teens Taper Off Impulse Buying Apr:15 

The Freeing Of Fashion—1971 Apr:24 

Catch 9-12: The Forgotten Little Girl Apr:28 

Office Girl Shoe Store Designed For Quick 
Buying May:14 

Biack Impact On Retail Market Cited July:27 

Census Use Guide Now Available July:27 

Look For The Silver Lining July:28 

Back-To-Campus Rush Important To Shoe- 
men Aug:12 

Building Boom Could Mean Stepped Up 
Profits Aug:12 

Group Therapy Session Analyzes Young 
Shopper Aug:12 

New Sales Rep Territory Plan Suggested 
Aug:12 

Teen Credit Cards Gain In Denver Area 
Aug:12 

Survey Shows Girls Still Marry Young 
Aug:17 

How Shoemen Can Avoid Future Shock 
Aug:36 

Self-Service Considerations Sept:10 

Dance Wear Builds Sales For Bridges 
Sept:78 

Teen Girls Spend More On More Kinds Of 
Clothes Oct:5 

Median Family Income Nears $10,000 Mark 
Oct:10 

Oldsters On The Move Oct:12 

And When The Young Grow Older ... Oct:31 

Youth Wave, Market Nears Its Crest Nov:8 

Business Wear For Men Likely To Reflect 
Youth Dec:9 


@ MEN’S FASHIONS 

The Impact Of Being Casual Jan:38 

Campus Antics Jan:39 

Weatherwise Feb:23 

Reaching Out To Find New Fashions Feb:27 

Designer's Folio 1: Slipons Mar:34 

Designer's Folio 2: Laced Models Mar:41 

Designer's Folio 3: Casuals Mar:42 

Designer's Folio 4: Demi-Boots Mar:43 

Designer's Folio 5: Slipons And Laced Mod- 
els Mar:44 

Designer's Folios For Fall Mar:55 

Breeching The Heights Of Male Fashion 
Mar:63 

College Bred Apr:25 

For Feet, The Fifth Freedom Apr:27 

Sandalia Is A Place In Summertime May:20 

Psychology: How It Affects Fashion Choice 
May:29 

Is The Past Prologue For Casuals? June:16 

Sophisticates June:22 

High Flyers July:21 

Three New Casual Shoe Categories July:30 

Round-Up Aug:31 

Just Where Do New Styles Come From? 
Aug:37 

Law Student Revives Spats As ‘‘Camp”’ 
Sept:10 

Motif 1: The Spectator Look Sept:56 

Motif 2: The Regular Guy Look Sept:57 

Motif 3: The Hi Fashion Look Sept:58 

Motif 4: Ice Cream Look Sept:59 

Motif 5: The Athletic Look Sept:60 

Toe Shapes Shape Up For Fashion Sept:70 

Sneekeroo Oct:19 

And When The Young Grow Older .. . Oct:31 

Leisuals Nov:17 

Eyes East For Chinese Shoe Fashions Nov:22 

World Of Work Dec:16 

The Two Faces Of January—Part | Dec:21 


@ MERCHANDISING 

Cost And Profit Guide For Direct Mail Pro- 
grams Jan:12 

Shoe Retailers Find New Answers To Boot 
Display Problem Mar:11 

Everything You Always Wanted To Know 
About Architects But Were Afraid To Ask 
... Mar:57 

The Twelve Cardinal Sins Of Selling Mar:62 

Breeching The Heights Of Male Fashion 
Mar:63 

Pantsuits Mean New Service Shoe Look 
Apr:13 

Study Evaluates Point-Of-Sale Aids Apr:14 

Teens Taper Off Impulse Buying Apr:15 

What To Do When It’s Out Of Stock Apr:30 

Imports: Where Do We Go From Here? 
Apr:31 

Office Girl Shoe Store Designed For Quick 
Buying May:14 

When You've Got It—Flaunt It With Displays 
May:16 

How To Combat Higher Prices May:18 

Make First Impressions Count May:36 

Look For The Silver Lining July:28 

Back-To-Campus Rush Important To Shoe- 
men Aug:12 

Building Boom Could Mean Stepped Up 
Profits Aug:12 

Group Therapy Session Analyzes Young 
Shopper Aug:12 

Teen Credit Cards Gain In Denver Area 
Aug:12 

Survey Shows Girls Still Marry Young 


Aug:1 

20 Reasons, And Cures, For Markdown 
Aug: 

Waterproof Golf Shoes Score For Two Retail- 
ers Aug:34 

Self-Service Considerations Sept:10 

Tap Shoe Trend On Upswing Sept:10 

How Does Item Merchandising Affect Shoe- 


men? Sept:32 

Checklist For New Merchandise Sept:42 

Dance Wear Builds Sales for Bridges Sept:78 

All Eyes on Items Sept:88 

Teen Girls Spend More On More Kinds Of 
Clothes Oct:5 

Median Family Income Nears $10,000 Mark 
Oct:10 

Youth Wave, Market Nears Its Crest Nov:8 

Put Santa To Work For You Nov:24 

Retailer Takes Pix Of Shoes He Buys Dec:9 

Shoe Barn Woos Customers With Old And 
New Dec:12 

Getting More For Frank More Dec:13 

Build And Promote Your Image Dec:19 


@ NEWSREEL 

National Shoe Fair Gets New Manager 
Jan:46 

New Officers, Directors Announced By AFMA 
Jan:46 

USM Reorganizes Corporate Structure 
Jan:46 

H. H. Brown Wins Two Court Cases Feb:37 

AFMA Issues List Of Footwear Industry 
Training Films Feb:39 

B&SR Editorial Wins Award Mar:69 

Russ Togs Terminates Geller Shoe Division 
Mar:71 

Window Film Reduces Costs, Lifts Morale 
Mar:71 

Goodyear Wins Trademark Suit Mar:73 

Mid-Atlantic Footwear Forms Import Divi- 
sion Mar:73 

Bata Forms Sports Footwear Division Apr:37 

NEFA Elects New Officers Apr:37 

Shoe Manufacturers Assn. Of Canada Elects 
New Officers Apr:37 

DuPont Announces End Of Corfam Poro- 
meric Apr:39 

4 Firms Bought In Flurry Of Activity Apr:39 

French Shriner Closes Boston Plant Apr:39 

Genesco Forms Sales Unit For Its Footwear 
Import Co. May:37 

Imports Increase To 42.1% !n 1970 May:37 

Atlas Buys Brockton Sole June:46 

New NSRA Program Is Aimed At Helping 
Consumers With Hard-To-Fit Foot Sizes 
June:46 

Weyenberg Shoe Buys Stacy-Adams Name, 
Line June:46 

Boston Boot & Shoe Club Elects New Offi- 
cers July:34 

Retailers Organize Orthopaedic Shoe Assn. 
July:34 

Brown To Acquire Toy Manufacturer Aug:44 

Pfister & Vogei Agrees To Merge With Food 
Firm Aug:44 

Zale Adds Seven Units To Discount Shoe Div. 
Aug:44 

Bixby Acquires Perma-Flex Products Aug:46 

Cannon Buys Kirby Stores Aug:46 

Waterlac Changes Name Aug:46 

Genesco Merges Adonis And Renegade Divi- 
sions Sept:80 

Imports, Sales Slump Cut Domestic Produc- 
tion Sept:81 

R. G. Barry Buys Quoddy Products Sept:81 

Space Walkers To Market Brazilian Casuals 
Footwear Sept:84 

Consolidated Shoe Opens Italian Import Di- 
vision Oct:37 

Anti-Dumping Duties Levied By Canada 
Oct:38 

Britain Gets Warning Of Import Tide Oct:38 

In U.S. Imports Up 19% For The Half Oct:38 

American Footwear Institute Picks Rooney 
As Chairman Nov:28 

Corbin Ceases Manufacturing But Spalding 
To Live On Nov:28 

George Langstaff New NSF Chairman 
Nov:28 

NSRA Elects Frank Rich President, Other Of- 
ficers, Directors At NSF Nov:28 

Ohio Tannery Closes, Cites Import Com- 
petition Nov:28 

Rueping Leather Buys M.T. Shaw Nov:28 

Nathan Hack Dies At 87, Inventor Of Ripple 
Sole Nov:29 

Associations Drop New York Shoe Show 
Dec:29 

B. F. Goodrich Kills Aztran Dec:29 

Wedding Bells Toll At Atlantic City As AFMA 
And NEFA Merge To Form AFIA Dec:29 


@ PROFILE 

A Meat And Potatoes Man Mar:65 

He Finds Simple Solutions Apr:35 

He Helps Suffering Humanity May:35 

Bill McCollum, At 87 Years, Is No Beginner 
July:33 

Showcase For A Shoe Buyer Aug:46 

How To Worry And Enjoy It Sept:77 

LeRoy Kennedy Gives Customers What They 
Want Oct:29 

Stan Turner Has Learned His Lesson Well 
Nov:26 

Jean Miller Knows Her Product Dec:26 


@ PROFITS 

Manage Your Money For Profit Feb:34 

Imports: Where Do We Go From Here? 
Apr:31 

Utilize Your Space More Efficiently June:17 

Don't Get Caught With Profits Down July:32 

Plug Profit Drains Nov:20 

How Nixon Will Use Controls Dec:10 


@ PROMOTIONS 

Cost And Profit Guide For Direct Mail Pro- 
grams Jan:12 

Men's Apparel Stores Take Clue From Banks 
Jan:12 

Trunk Showings Fading From Retail Scene 
Jan:14 

Carefully Plan Your Opening Jan:44 

Design Stopper Headlines Jan:44 

Make-Believe Country Honored In Celebra- 
tion Mar:13 

Canvas Boot Look Premieres !n St. Louis 


Mar:15 

Civitan Club Sponsors “‘Shoes For Kids” 
Program Mar:15 

Faces On Coupons Draw Customer Re- 
sponse Mar:15 

Get Ready, Get Set, Celebrate Mar:66 

Use New Display Prop Ideas Mar:66 

What A Weigh To Do Business Sept:74 

Shoe Stable Honors Students Sept:82 

Manufacturers Concerned About Wasted 
P-O-P Oct:12 

Beconta Signs Namath Dec:7 

Thom McAn A Co-Sponsor Of Anti-Littering 
Clubs Dec:7 


@ PULSE 

Cost And Profit Guide For Direct Mail Pro- 
grams Jan:12 

“Do Your Own Thing” Is Boutique Motto 
Jan:12 

Men's Apparel Stores Take Clue From Banks 
Jan:12 “ 

Retail Store Uses AstroTurf Carpeting Jan:12 

Shifts In Population Forecast For 1980 
Jan:12 

Shoe Saleswomen Wearing Pantsuits Jan:12 

Today's Camping Family Needs Less Foot- 
wear Jan:12 

Two Salesmen's Carpentry Hobby Really 
Helps Jan:12 

Trunk Showings Fading From Retail Scene 
Jan:14 


Court Upholds N.Y. Endangered Species Law 
Jan:16 

Dogs Taking Over After Employees leave 
Jan:16 

Robbers Take Shoes, Leave Money, Valu- 
ables Jan:16 

Midi Battle Still Being Fought Feb:10 

Minority Firms Need Minority Customers 
Feb:10 

New Book Analyzes Youth Market Feb:10 

Great Future Predicted For Man-Made Up- 
pers Feb:11 

Two/Ten Assoc. Elects New Officers At Din- 
ner Meeting Feb:11 

Minis Improve Posture Feb:12 

St. Louis Teens Find Unusual Suede Cleaner 
Feb:12 

Shoeshine Girls Arrested Feb:12 

TV Audience Slump Creates Problem for Ad- 
vertisers Feb:12 

Customer Relations Handbook Now Avail- 
able Mar:11 

Shoe Retailers Find New Answers To Boot 
Display Problem Mar:11 

Survey Shows Family Sales Target Group 
Mar:11 

Make-Believe Country Honored In Celebra- 
tion Mar:13 

Many Denver Stores Set Apparel Guidelines 
For Sales Personnel Mar:13 

Canvas Boot Look Premieres In St. Louis 
Mar:15 

Civitan Club Sponsors “Shoes For Kids" 
Program Mar:15 

Faces On Coupons Draw Customer Re- 
sponse Mar:15 

New Light From History Mar:15 

Business Gets Involved But Shuns Con- 
troversy Apr:13 

Pantsuits Mean New Service Shoe Look 
Apr:13 

This ls Management? Apr:13 

Liquid Ski Boot Liner Insures Good Fit 
Apr:14 

New IBM Computer Program Apr:14 

One-Legged Story Nets Woman Pair Of 
Shoes Apr:14 

Retailer Of The Year Named Apr:14 

Study Evaluates Point-Of-Sale Aids Apr:14 

Denver Store Salutes Western Stock Show 
Apr:15 

Teens Taper Off Impulse Buying Apr:15 

Wolverine Leases Cave In Miami Beach Bou- 
tique Apr:15 

‘More Bang For The Buck" May:14 

New Glory For Shoebox May:14 

New Problems Ahead For Personnel Depart- 
ments May:14 

Office Girl Shoe Store Designed For Quick 
Buying May:14 

Business Tax Guide For Sale By IRS May:15 

Commercial Law Manual Published For Lay- 
men May:15 

Newsletter Reports Court Rulings May:15 

Survey Probes Effect Of imports On Small 
Business May:15 

Black Impact On Retail Market Cited July:27 

Census Use Guide Now Available July:27 

50% Of Independents Oppose Trade Re- 
straints July:27 

Foot Shaped Rugs Draw Customer Attention 
July:27 

From Furniture To Pawn Shop To Boots 
July:27 

Junk Mail Creates Diversity Of Opinion 
July:27 

Shoe Retailer Specializes In Boots That Fit 
July:27 

Shoe-Shoe Train Chugs For The Needy 
July:27 

Women's Lib Helps Shoe Shine Business 
July:27 

It Pays To Advertise July:28 

Legs Are Hands For Scholl July:28 

Look For The Silver Lining July:28 

Sales Hurt Brand Images July:28 

Soines Scores At Fair July:28 

Totes Facility Checks Stream Pollution 
July:28 

Back-To-Campus Rush Important To Shoe- 
men Aug:12 

Building Boom Could Mean Stepped Up 
Profits Aug:12 

Debbie Reynolds Plugs Husband's Shoes 
On TV Aug:12 

Group Therapy Session Analyzes Young 
Shopper Aug:12 

New Sales Rep Territory Plan Suggested 
Aug:12 

Teen Credit Cards Gain In Denver Area 
Aug:12 

Up, Up And Away To Be Wrapped Aug:12 

Shoeman Finds Rioters Seek Quality Foot- 
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wear Aug:1/ 

Survey Shows Girls Still Marry Young Aug:17 

Bike Riding President Offers Employees Bike 
Buying Plan Sept:10 

Independents Show Growing Concern Over 
Imports Sept:10 

Law Student Revives Spats As ‘““Camp"’ 
Sept:10 

1970 Business Failures At Three-Year High 
Sept:10 

Self-Service Considerations Sept:10 

Tap Shoe Trend On Upswing Sept:10 

Post-Vietnam Economy May Require In- 
creased Taxes Sept:27 

Teen Girls Spend More On More Kinds Of 
Clothes Oct:5 

Wool-Cotton-Nylon Socks Best For Keeping 
Feet Dry Oct:5 

Common Foot Myths Debunked Oct:10 

Median Family Income Nears $10,000 Mark 
Oct:10 

Computer Takes Guess Out Of Retailing 
Oct:12 

Discount Malis May Be On Horizon Oct:12 

Manufacturers Concerned About Wasted 
P-O-P Oct:12 

Oldsters On The Move Oct:12 

Beetle Drivers May Suffer From ‘VW Foot” 
Oct:13 

Business Leaders Getting Younger Oct:13 

Revenue Bonds To Finance BFG Pollution 
Control Unit Oct:13 

Customer Was Right, So Were Both His 
Shoes Nov:5 

Indians Use Skill, Computer In Business 
Nov:5 

New Boot Broker Shop Breaks Square Prec- 
edent Nov:5 

SCOA Named Ohio Outstanding Employer 
Nov:5 

Beconta Signs Namath Dec:7 

Gessner, Other Officers Named By New As- 
sociation Dec:7 

Study Indicates Shoplifting Seasons Dec:7 

Thom McAn A Co-Sponsor Of Anti-Littering 
Clubs Dec:7 

Brand Names Foundation To “Advertise Ad- 
vertising’’ Dec:9 

Business Wear For Men Likely To Reflect 
Youth Dec:9 

Climber Gives Shoes To Nixon On Condition 
Dec:9 

Construction Worker Likes GI Footwear 
Dec:9 

Good Sneaker Customer Dec:9 

Retailer Takes Pix Of Shoes He Buys Dec:9 


@ REMODELING 

Two Salesmen's Carpentry Hobby Really 
Helps Jan:12 

Carefully Plan Your Opening Jan:44 

Everything You Always Wanted To Know 
About Architects But Were Afraid To Ask 
... Mar:57 


@ SELLING 


The Twelve Cardinal Sins Of Selling Mar:62 

Positive Thinking For Positive Selling Mar:74 

Office Girl Shoe Store Designed For Quick 
Buying May:14 

The Shoe Traveler: Man In The Middle 
May:22 

Choose Selling Words Carefully June:20 

Teen Credit Cards Gain In Denver Area 
Aug:12 

Tap Shoe Trend On Upswing Sept:10 

How Does Item Merchandising Affect Shoe- 
men? Sept:32 

Checklist For New Merchandise Sept:42 

Put Santa To Work For You Nov:24 

Answer Questions On Crepe Nov:25 


@ SERVICE FOOTWEAR 
Pantsuits Mean New Service Shoe Look 
Apr:13 


Who Wears The Pants. . . Aug:30 


@ SHOE CONSTRUCTION 

Soling: The Fashion Function Component 
Jan:17 

First Of The Sole Sewers Feb:30 

Shoe Climate: The Answer To Shoe Comfort 
Feb:35 

The Rise And Decline Of Processes Mar:67 

Soler-System For Bottoming Apr:36 

SCOA Develops New Line Of Men’s Shoes 
July:36 

American Joins The “Big Four’’ Aug:43 

50 Years Of Research For Footwear Sept:79 

High Frequency: Radio Wave Of The Future? 
Oct:27 


@ SHOE SCHOOL 

Carefully Plan Your Opening Jan:44 

Design Stopper Headlines Jan:44 

Take Care Of Employee Complaints Feb:36 

Get Ready, Get Set, Celebrate Mar:66 

Sell Customers Shoe Care Mar:66 

Use New Display Prop Ideas Mar:66 

Make First Impressions Count May:36 

Mine Your Mind To Find Ideas That Pay Off 
May:36 

Choose Selling Words Carefully June:20 

Make Telephone Collections June:20 

How Familiar Can You Get? Aug:40 

Reduce Management Waste Aug:40 

Be A Guest, Not A Victim, In Hotels Aug:41 

Checklist For New Merchandise Sept:42 

Where Are Your Old Customers? Oct:36 

Put Santa To Work For You Nov:24 

Increase Window Effectiveness Dec:24 

Keep Yourself Out Of Hot Water Dec:24 


@ SHOE SHOWS 

Shoe Shows: One More Time Apr:42 

Houston: Welcome To My World July:29 

Be A Guest, Not A Victim, In Hotels Aug:41 

Putting It Together Aug:48 

Houston NSF: A New Breed Of Shoe Show 
Sept:39 
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Houston Was The Place To See It All Nov:21 
Yes, Virginia, There Is A Santa Claus Nov:32 


@ SHOE TRAVELERS 

The Shoe Traveler: Man In The Middle 
May:22 

All Eyes On Items Sept:88 


@ SHOPPING CENTERS & MALLS 

Everything You Always Wanted To Know 
About Architects But Were Afraid To Ask 
. . . Mar:57 

Discount Malls May Be On Horizon Oct:12 


@ SPEAKING OUT 

Shoe Climate: The Answer To Shoe Comfort 
Feb:35 

Houston NSF: A New Breed Of Shoe Show 
Sept:39 


@ SPECIAL REPORT 

Soling: The Fashion Function Component 
Jan:17 

Trade Association Directory Jan:22 

Up With Women: The Changing Sex Of Foot- 
wear Jan:28 

How Should Employees Dress? Jan:31 

First Of The Sole Sewers Feb:30 

Everything You Always Wanted To Know 
About Architects But Were Afraid To Ask 
. . . Mar:57 

Has The Four-Day Work Week A Future In 
Footwear? Apr:17 

Imports: Where Do We Go From Here? 
Apr:31 

The Shoe Traveler: Man In The Middle 
May:22 

1971 Brand Names Guide June:25 

How Does Crime Affect Retailing? July:15 

European Cable Aug:21 

How Does Item Merchandising Affect Shoe- 
men? Sept:32 

Nixonomics, Imports & You Oct:15 

Why The Footwear Lobby Fails Oct:21 

Consumerism: Let The Seller Beware Nov:9 

Nixonomics: Phase II Stirs Little Interest 
Dec:11 

Where Have All The Cobblers Gone? Dec:27 


@ TAXES 

Plan Ahead For Equipment Depreciation 
Jan:26 

Keep Your Eyes Open For VAT Feb:33 

Business Tax Guide For Sale By IRS May:15 

Let's Keep It A Secret May:40 

Post-Vietnam Economy May Require In- 
creased Taxes Sept:27 


@ VIEWPOINT 

A Word About Our New Size Jan:48 

Tiger By The Tail Feb:40 

Positive Thinking For Positive Selling Mar:74 
Shoe Shows: One More Time Apr:42 

Let's Keep It A Secret May:40 

Requiem For A Giant June:50 

“They're Robbing Us Blind!"’ July:38 
Putting It Together Aug:48 

All Eyes On Items Sept:88 

A Time For Cooperation Oct:40 

Yes, Virginia, There Is A Santa Claus Nov:32 
Let's Tell It Like It ls Dec:32 


@ WAGES 

Stores And Consumers Spending More 
Mar:8 

Safe ‘‘Demand" For Price, Wage Controls 


Apr:1 

After Nov. 12 Controls Will Be “Voluntary”’ 
Oct:14 

Nixonomics, Imports & You Oct:15 

A Time For Cooperation Oct:40 

How Nixon Will Use Controls Dec:10 

Let's Tell It Like It Ils Dec:32 


@ WOMEN’S FASHIONS 

Stand Up And Be Counted Jan:36 
How Sweet It Is Jan:37 

Midi Battle Still Being Fought Feb:10 
Fancy Boot Work Feb:18 

See You At Harry’s In Florence Feb:25 
Hot Stuff Mar:27 

Hot Shots Mar:28 

Hot Numbers Mar:29 

Hot Ziggity Mar:30 

Hot Timers Mar:31 

The Hot “ umbers Game Mar:54 
Panisuit Mean New Service Shoe Look 


Apr'.3 

The Valuables Apr:20 

The Freeing Of Fashion—1971 Apr:24 

Merrily Slipping Along May:19 

Have You Seen These Late Entries? May:28 

Just Like A Woman June:13 

Strapped & Pretty June:21 

It's A Woman's Prerogative July:19 

Take A Look At In-Store Shoe Boutiques 
July:23 

Houston: Welcome To My World July:29 

European Cable Aug:21 

Who Wears The Pants. . . Aug:30 

How Shoemen Can Avoid Future Shock 
Aug:36 

And Away We Go Sept:46 

You Ought To Be In Pictures Sept:47 

Catch The New Boot Magic Sept:48 

Score With The Sports Sept:49 

Two Tickets To Broadway Sept:50 

Step Right Up Folks, Don’t Be Shy Sept:68 

1972 Sports Come Out Swinging Oct:17 

Heed These Signs Of The Times Oct:30 

Off The Ladies Tee Nov:15 

Houston Was The Place To See It All Nov:21 

Direction 1972: 57 Varieties Dec:15 

1971 Was The Year Of Change Dec:20 


m@ WORK BOOTS & SHOES 

Construction Worker Likes GI Footwear 
Dec:9 

World Of Work Dec:16 








Add extras 
to close 
the sale 


@ What you do and say while clos- 
ing a sale is extremely important. It 
can mean the difference between 
making or losing the sale. 

It is during the closing that the 
undecided customer will make up 
her mind. Building a number of ex- 
tras into the closing presentation 
can increase your sales. 

Work the point of greatest inter- 
est. In most cases the outstanding 
features of the item are the most 
important in closing the sale. How- 
ever, there may be something else 
which the customer finds important. 
The wise salesman searches for that 
point as the sales talk progresses. 
When you find the point, use it to 
close the sale. 

Settle the money question early. 
The last point you mention will re- 
main uppermost in the customer’s 
mind. If you leave the cost until last, 
the money will assume greater im- 
portance than the features of the 
item. 

If price is mentioned early, even if 
unly in passing, the merits of the 
item will serve to bear out the value 
of the goods. Save all of the closing 
time to list reasons why the custom- 
er should buy, not reasons to justify 
the cost. 

Use the customer’s help to close 
the sale. Have her look for features, 
search out points of interest, do 
some of the figuring. Your chances 
for making a sale are greater if the 
customer has helped to sell herself. 

Don’t introduce surprises at the 
end. Surprises jar the train of 
thought and build resistance. Settle 
all details before the closing effort 
starts. 

Assume the customer has said 
yes. Take it for granted that the cus- 
tomer has decided to buy the item. 
Saying, “Now that you have decided 
on the style all we have to do is se- 
lect the color,” keeps the chain of 
selling intact. Stopping abruptly to 





ask for the sale may require a new 
start with little chance for a success- 
ful close. 

Have a pen in hand when it comes 
time for the customer to sign the 
charge slip. She is more likely to fol- 
low through than if you have to 
search for one. 

Make sure the customer is relaxed 
before you begin the actual close. A 
relaxed person is more likely to fol- 
low suggestion than one who is on 
edge. Look for that point of relaxa- 
tion and encourage it. 

Settle tough points first. If the 
shoe involves problems in proper use 
or care point this out early. Such 
factors can lose a sale if left until 
last or if ignored and brought into 
the closing by a question from the 
customer. 

Fit the closing to the customer’s 
time. Try to find out how much time 
the customer has to spend. Then 
make sure you allow ample time for 
the closing. Finishing a presentation 
and then finding that the customer 
must leave can make it difficult to 
close the sale. 

A customer whose mind is on the 
clock will build up a mental block 
against even the smoothest sales ef- 
forts. * 


Never argue 
with customers 


@ Every customer is important to 
your business. You can’t afford to 
lose any of them. Appealing to the 
customer’s good nature by being po- 
lite and more than willing to please 
is a good way to keep her coming 
back. Winning an argument with 
her is the easiest way to lose her 
business. 

Customer complaints are not al- 
ways justified, but the customer 
feels that the complaint is impor- 
tant. You should take care of the 
matter courteously and graciously. 

The customer who brings back a 
well-worn shoe with the sole falling 
off will usually be satisfied if you 
have it fixed for her. 

But some customers won’t be hap- 
py with that. They will refuse to let 
you repair the shoe. They want a 
new pair. Politely offering to allow a 
50% discount on a new pair may 
smooth over the complaint. 

If the customer still isn’t happy 
and you feel that the company will 
issue credit, give her a new pair of 
shoes. 

It would be impossible to list all 
possible customer complaints and 
how to handle them. Use good judg- 
ment in every case. One dissatisfied 
customer may have occasion to 
speak to others about your store. 

You can be sure that if she feels 
she wasn’t treated fairly, her words 
won’t be good ones. You can do with- 
out this type of advertising 2 
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